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Business Challenge:
Scale E-Commerce Functionality

A $13 billion international manufacturing company needed to
scale its business-to-business e-commerce accessibility by
migrating to the Salesforce CloudCraze platform. The market
popularity of this solution created a supply shortage for quality
US developers and architects, limiting the speed-to-market and
scope of plans. To meet or exceed their innovation and
customer service goals required expanding the team globally
while adhering to internal processes and controls.

Development Approach

SMC'’s Bangalore-based Global Capability Center assembled a
ready-to-go team of developers, QA analysts, project
managers, and solution architects. Together with their US
counterparts, they created a two-phase implementation plan
that satisfied the expectations, concerns, and priorities of key
stakeholders. First, the teams focused on decommissioning
strategies for the existing platform that would minimize
impact and downtime. Then, they created a migration path that
would protect historical transactional data while implementing
new functionality to leverage the full potential of CloudCraze
within their IT ecosystem.

Strategy & Results

With CloudCraze successfully launched, the company
implemented sales automation processes that help prevent
revenue leaks and enhance order tracking systems. Additionally,
customer loyalty increased, along with associated satisfaction
and revenue performance. Future projects are being planned
that incorporate the SMC team, including a mobile storefront,
couponing system, and Al-powered chatbots.

Business Challenge:
Migration to Upgraded Platform

A $150 million San Francisco Bay Area retailer with both online
and brick-and-mortar storefronts needed to consolidate and
upgrade several properties on the Salesforce CommerceCloud
platform. Post-launch, ongoing maintenance releases in two-
week sprints were also planned. However, competition for
limited local IT development expertise and resources
significantly constrained the initiative.

Development Approach

The company globally expanded its development resource
footprint through SMC’s Global Capability Center in Bangalore.
They pulled in a team of six India-based experts for project
management, development, and ongoing quality assurance.
Working in seamless coordination with the local team in San
Francisco together they developed and executed a plan to
convert two sites to CommerceCloud. Additionally, they included
a significant data cleansing operation during the conversations
and upgrades.

Strategy & Results

Within six months the company upgraded and launched the new
portfolio of sites. This eliminated the old code base which was
causing a drag on overall efficiency. Now, a newly implemented
sprint process in two-week cycles, maintenance builds, along
with the strategic rollout of incremental features and
functionality, helped achieve revenue goals on a routine basis.
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